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CIOAEPSALBRS 

C^HRAL Sh» ew? all ths isetboda 

laaklziG the ooiuraBMir buy his ha«nd of oi@un» but tbs 
dsalors jto ol^sFS ars in boslnoss ttid ssmt psoeivs his 
eoaoidorstlofi foP thslp ooopspativs offopts* Obteinin^ 
tho 9 >odstl 3 . of a doslor may bo the toohniqus of s 
SGlesiam* but sce£|> 0 !iy policy usually Is z«fl(r)ot«<3 in tbs 
sttitods of tbs dsalMni tossjsdt Hie bPand« ^i^eftNre* it 
se«^ a {3Drs si^mtifle msnsHSsssnt to attoe^t to inader* 
stand tt» dselsps* point of vien instead of uaing ths 
dsaltew as a tobl of the ecsiHai?* 

dealers asy be of Sll sisss* fhey 
range frost ths oholosalar she sells to a laz^ arsa» to 
ti» tiny eigar stand occupying only a fSe feet* SotGS buy 
froD the nascfactoreri others sill buy trosa. a oash end 
earry dealer* but tmaninously they all tes Interteted te 
the one objectise of bu8ineaa« prcfit frcai elgers* Iheir 
attitude met be interpreted as cs» by s^ch they expect 
to get the best payctmit for thsir services in oleuf 
ssrketlng shleh teeir pieces In the dletribotlon eyetes 
iaeii.t« 

There are mmj brends of cigere being saa^ted 
in the esste taanner vith the easts proflti and shsn tee 
prodhjot la that aalse ore imtoeaatle as fue aa noet 


IIS 


dealerB ar« eo&o«m«d» there reaiUts a ealm Indifferenee 
to selling cigars. It takes only a short tlsie for 
soanufaetuErera to realise that this oarefree attitude 
toumrd cigars is bound to injure their brand prestige 
and more direct outset with the oensumer is easily 
recognized as the solution* A cigar dealer usually has 
so many other things to sell that he neglects cigars 
for novelties and commodities ^ere salesmanship can 
be rewirdod with a hendsomc profit. 

Those dealers who deal direcHy with con- 
sumers have showed their Incapacity to satisfy consumers 
and yet sell them cigars will eh are vmdoubtedly loore 
profitable than cigarettes. The dealer is accredited 
with being able to push the profitable items but those 
methods were more spplicalde when the consumer had ample 
time to spend in the store and was not rushing about. 

Just as the power of advertising of cigars increases, the 
power of salesmanship decreases and makes order takers. 

It must be remembered that most dealers do 
not realize the sales pressure and suction wMch is being 
created at their station. They are not keen on the 
peculiar marketing p* oblams which the manufacturer must 
determine for them and they often wel^nas assistance. 

Fear of treating the dealer harshly may be unwise business 
policy and may 1» unappreciated by the dealer himself. The 
middle men in cigar distribution seem to be used to 
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Meeiving direetions rpcM others or else belog 

driven in a j^planned track to the advantage of a tawnd 

naiae« 

Cigar dealers never know whan they are getting 
the oorreet voluiBe. ^sen eigare are weak there ia the 
alternative of stresaing something else rather than im» 
proving cigar volmoe. Since there ia not enough profit to 
merit fficphaaia on cigars* the counters for oi^r cli^lay 
are being crx^vded into small comers and arc shrinking 
in siae« The smvizig feature ia that in most retail oat- 
lets* receipt of money Is most easily taken care of over 
a cigar counter. 

CTiAlM CIOAR gSitLERS There are two types of ^xain cigar 
dealers* those which deal only in tobaccos and those which 
carry tobaoooe dong with other lines of goods. The 
first group Bonsists of tlie United Cigar Stores Coiapany 
and I>. A. Sehulte* Inc.* which menopollse the field. The 
latter group are chain restaurants* chain drug stores* etc. 

Chain olgar stares liave undergone a severe test 
in all parts of the country. The two large interests in 
the field have §ttsii 3 )ted to corzksr the tobacco business 
and* besides dealing directly with the manuf aoturera * or* 
ganise sale of tobaooos as they sec fit. The high 
rents in strategic locations (§86 *000 par year rent In 
one Hew York store) which are naoessary for carrying cm 
a business of this kind bo<K>ise the basis of a large 


ovorhsad vhioh voltow and TOlusie only oan rodubso in 
unit cx>at per eale« 

Cliain atores imvB be€m eeeretl^ about tbair 
Toluna* rely on mlnleatiBi aelling prieea «nd low 

purolmM prieea due to quantity to draw ^la trade away 
frma tbe other outleta* The independent retailera and 
the other larj^ cigar retailera aill almoat neat any low 
price which the chain atore will give and in a period of 
depreasion the hl|^ overhead f oroea the chains to be 
conservative In their xsethoda* The manufacturer vlahea 
all oigara to be dletrlbuted tiirough the c h a in s# for in 
making trade for Ihemeelvea they cannot help but improve 
the volume of the miumfaotarer and reduoe his selling# 
eolleotion and advertising coats* 

Fec^Xe seem to buy at a Chain store on account 
of the Baring ISiey make and are not at all repeat cuatonf 
era \mXaas they are getting the aaringe whJLoh they expect, 
It i» for that reason that the cigar chain eiuros have 
;^wer been able to obtain more than about 8^ of the 
Co^try^a cigar buaineaa* The ioq>erMnality of ttie cigar 
atoxe has not the personal appeal which an indepwiulant 
atore might have* bat as long aa price renwdna the draw* 
Ing x>oint» efficiwacy in mmagement ought to be improved 
continually* a thing wbloh can hardly be eaid la trun* 

An exampla of the eharaoteriatica of the 
tr» de at a ehain atore ia indicated by the reaction to 
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eoupoiiB vhlc^ are given out* Profit sharing certificates 
In chain cigar stores samunt to to 1 3/4^ of the 
sale price* At one of tlkS Sehnlta stores In Boston In 
April 1932* eustooers were vatehed for an hour at 
the cigar counter an^ every coupon was icept by the pur* 
chasex>s* Viihen In October 1929 the Schulte dwln dlscon* 
tinusd the use of coupons there was a loss of S8% of thslr 
business and in January 1931 vhm announcean^t was saide 
of the return to the coupon ayattan there was a distinct 
rise in sales. Although the 28^ shrinkage was chiefly 
due to the business conditions* the loss was greater 
than that of ^e United cigar Stores Con^Any 

Ooods in a ohain elgar store rexaaln at 
fixed prices until sold* The eustoaisr oomlng Into tho 
store detenaines the type of eigars which are sold and 
any request for a brand which la not carried In stock la 
sent to the new York office for oonsldoratltti* Therefore* 
t^ Inventory includes pdcwotloally all brands of olgare* 
tsiiid there la no dlaerlsiinatlon against any of tbMi* even 
thou^ a brand of their own Is suurketed* 

Each store la charged for goods that It 
receives* Monthly the following inventory proceedings are 
Jpllowed: 

Total eales in dollars 

Plus; Piwaent inventory at stwadard selling prices 

Valiw of goods sold during month* 

Goods delivered to store at standard selling prices 
Pluat Former inventory at standard selling q^loes 
of goods recwlved durlTig 
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7hft«a t«p wmt moe&mt»Xj «m 1 tsx» 

tnv^toii^s «]^ taietn la^ mipmftm tiwroX about botMon 
tb» atoi^ m3o& ischfur ti^ tho invautevir Moo la 
aoaoaMloau iSlao iaaivltfbMl otoro la eca^lotaXy Isolated 
fresst tha opat^tlcm of tha boalam. ^ mm T«apk offloa 
aalatelaa a slaff i^ali nftaa ^a ao^late ateia 
stot«a aad ^evfbiaa tba fbUoalag ttamt^msms 

1« Pish^mlag G» Inwntory taldae 

Urn Maa Tiasad 6* tamp^mtion 

9* StaldLatloa 7« flaal Batata 

4* «od AinwQgWQaata 0p Ootsipmciy polity 

Stars alai^ sad ^atel^ saasgaps tea» sara mt all ttia 
looal pr^dansp 

ttm 0oltaa Steraa Ooaiiaay raallaad 

Ifflaadiataly tiMit tcfbamoo prodtiata aloaa aaold tiot support 
tha ayatSKt ahlah thay pl aaa adU Dlaaramaatian aaa aMSsaary 
fw auaoaaa and tha oteitlzmatloa of this polioy baa lad to 
aalaa of eamy itasia* ^ oo&aaittratiQti <m aalaa of a»> 
pteiaita artialaa la Just tefelBg plaaa in seadMlnatloii with 
aaabteiiaal aanAtne naai^naa to sail tha olgarattaa sad 
tiLlBlxttta tha rottttea liattt of tha 0000 aaiamup 

^ UMil a a a l a attend jviaaa are aappoaad ta 
ha flted rntmm hitylag taam a aamifaatiirar* M atelaa find 
root i&eaniana aattioila af ^tainins aooda ohai^y« fl»ir 
roltaga la ao 10*90 ^t «iar aaa teriate with ^ aaoa* 
fhaturar and not oidy obtain aolfaM praaiuBa hat aatoilly 
a®*WP|^ ftr aialaa diaploy* sad p&aaaa«ntt af ef^ar haasa 
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in the Gounter and on top* ^loso oos^lioated 

dotftila in purchasing# tl:M inditridoal store lajoutai sn^t 
he (totermlnsd at tibs offioe and profltahle It^as soist he 
placed in a fitting place* Each unit receives a plan 
of how the store is to he arreui^ed and the laain office 
studies ^ 3 eae layouts vit^yut attempting to control the 
direction of their sales* 

Xn Bietropolitan Boston there are 22 United 
Cigar Stores and 18 Schulte stores* Their locations are 
determined hy the xaamher of persons who paas and* like 
many chain atoraa* rival one another for trads in some 
distriota ao aa to make it improfitald.a f<n:> hoth* ihe 
cigar TOt^tera are on the right as one enters* showing 
that cigar sales are eag^aised* the tendency of euatenoera 
being to tom to the rij^t first* Tbs chain store cigar 
hualncas is encouraged hy large diaplays and offers vhicdi 
are flanged often* making the stores up*to*date and worth 
the while of a passerby to look in the window* The per 
Cunt of total inoome whi^ olgars furnished is falling 
aa increased sales at soda fountaina* candy and sundries 
are made* 

A typical exan^le of chain store Inefficiency 
is indicated by the way local olgara are dealt with hy 
local United Cigar atorca* Tbs elcaeet of the three dls* 
trihution peinte which are maintained hy ths ecmgiany la 
Hew Tork* Aa a result local manufacturers ship cigars 
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to thft IfeilE wmhoaao iOmn timj «ra ro«h^pfP«d tMKtt: 
to Boston at a latoi?^ 4ata* otfior ohaim naa tha 

o&ovfgmoy^ orator m-^tm to tecty loeal {ffodhcfeeta* tha t^itad 
BtatM Coppsr.y e»intalna dlaelpllnRry 87 at<Nft 

«Bd rigid oantrol ragardla« of Mat« 

!£!» haaviaat aosapafeitian «hiah tHa chain 
otoro ratwiaaa ia tha athn* irtaiin diaW.lmtM:« 
of oigara* Liggatt^a i^Vug Storaa aith 15 imlta in raatro* 
palitaa Boatani i^tan £4mah (Sae^m^ with I7| and waldcdff 
Lonoh iloBivaEgr aith 20» fail to allow tha ahala ataraa fea 
cat iai^iHPtiBit priaaa lowar Idian ti»y mu* The ehatn drag 
storaa find tiiair al^r trate wary ataa^ and of t«i wlah 
to gat lsdiwl^»:to into tha atoraa th ro o gh tide nadOiiBt* 
Ait^toogh raoant teata hawa ahoim that a eofiaoBar aoeoa to 
huy cma prodaot and aallM out without holng affaotad hy 
tha aupraiaidi&g artielM* in cigar narkotix^ it ia tha 
ra^^oat h«»ii»M» idiio^t yloldo ratnma and tha haliMIt of ooaa> 
ing into a giwon atora oftoti fteall? rMulta in aaloa of 
o her artioiaa* iha dmg atore, tharoforo* ha« a dlatinot 
odfontaia in doaling with tho owa ryda y noeda of a aea^or 
and tha Xdggatt atora at S<mth Station in Beaten deoa a 
XMPgar waaone of elgar lmaSi»Mi than any otear ratall oat* 
let in tea eity* 

The rootanrant otetiui find oigarottea tha 
lanot prafttaldo and oaady yielding tha sieat profit* C^gara 
acaao ttoao got ploewd csi the top of tee ooonter «aid are in 
no way f^laot^* Tha Incono fron the aaloo at tbo 
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eashl«r's counter in the average chain Ximoh le lOj^ ot 
the food saleok Often cookers will atop in a atenre of this 
kind for tobacco only* capecially ain^ they knoc prices 
are the same* 

Ohain stores of all kinds az^ merely a means of 
distribating eigsrs* Bscmfao^irer of s braz^ is net 

Interested in the methods ehioh are need to cell ei9U>a* JtNt 
so long aa the wles ere not injnrlooe to the brand* If the 
retailer has any cnauthoritetive control over the sumufaetor* 
er*a brand or nsee iiq»roper busiz^as methods* it beeonee 
time for action* bnt the etmin cigar distribution Is noth-t 
ing more than mwpohaz^sing advertised bran<li and supplying 
eervioo* IVhere respemsibility for the product rests in 
others* the problem ie one of the sisQ)loet for the chain 
store and little complication results* 

W]^I«SSALB CIQAR DEALERS fho wholesale function in the 
ei^o* industry is tending towai^ distribution to the out* 
lots whi^ are too small to boy directly from the mano» 
friturcr* Where e3»luslTc brand districts are set up* 
where e aumufecturer has no Mlcsmen* or ehere emergency 
orders from large buyexw exist* there ie a zMsd for a whole- 
aaler to handlo accounts of all sizes* 

Ihe wholesaler of cigars* like the chain store* 
is re<iaired to carry edditional linea to meke th» businoes 
pay* Gandies and other tobaeco forma are now aeconpanying 
cigars ee ordinary procedure* theta^ forsoerly wholesale 
grocery oompaniee were the agents for oigar dietri^tlon* 
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Thd r#Mon tibe grocery dealer dropped the line 

of oigere is beeause porofita vere fixed and prloes peg^d^ 

Bae eiqMbxialon Into lines related to cigars Involved cater* 

Ing to a trade wMch was out of the @»eery field coo^Jlete* 
ly taaSL a resultant loss* The wholesalers In the groeery 
field (S, s; Pierce, for ezaxsple) who oiancet their own 
hzend are no different from a xsanafaottirer* ^Hie wholesale 
cigar bueineas has* therefore, grown up under new oompanies 
in recent years, as the natlonalisaMon of flasnafacturers 
took away the initiative to make large profit and si^planted 
volume me a cure for financial satisfaction* 

The wholesaler in periods of depress ion finds 
hie biMineae improving In cigars beeauee the credit of the 
small retailer is poor with a resultant rlSk in direst sell^ 
Ing by the mehufaoturer* Colie otions put e local whole* 
seler in a position of knowing where to allow credit and* 
since his calls will be more freqpent than tlie msnufsoturer*s 
salesmen^ the lossee tvotn uncolleotable accounts will be 
smalX* 

iWhBn ths wholesaler finds that credit is too 

poor to risk a small order placement, the tend«iey is for 

the retailer to go to the cash and carry wholesaler and 

save the cost of the service which ie rendered, about 

The suocessftd tobacco wholesaler fizwie it necessary to 

have eaeh and <wrry stOTse scattered throughout an 

urban center to retain the volume of business 1 m enjoys, 
as the boBiMsa ey<^e goes through ita tihpredlotable levels. 
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Ih» iA}ol»saler tmsrs the memfeo^s^r with 

a 12ifi nai^lii mm an mvmopm^ feat tamovmv of the atoek* Ttim 
ability of the lAiolosalor to the mazsofaeturer* s jktIoo 

la -veiry «aall» except fbp a usual 2% dlaeoimt for carload 
lota* In tiiat he finds It la^aalble to retain exelualva 
oontmeta and yet <^fer apeelala and features of otitier 
hranda* tnas eoB 9 )etltion froa other vholeaalera who are 
sollins a ncm««xolualve brand xaay force the dcmatlon of a 
large ptft of this maxlja'na dlaoount of 14/jh^ to the retail* 
Wm bat idsere <»ie wholesaler handles a brand oxeluslvely 
the other idioleaaler mast buy It from him and can normr 
Bianlpolateis^ieea without being out tran hia supply* Althou^ 
one wholesaler with 'm aoBOluelTe brand baa a power over 
the others* theire la rarely a refusal to sell one another 
beeauae there are always methode of obteinlsg the cigars 
through ^boo^egglng” teetlca* or else the ealea of the 
exclusive brand will diminish thr<m^ lack of diatribu* 
tion* 

The idioleaalar receives cigars prepaid In 
rniptoent and is billed from the tine the cigars leave the 
factory* The ten*dsy allowance for poy&sent is partially 
used up by time the goods are received and as a 
resiilt a idsalesaler needs ts large a capital as ^ manu* 
facturer who sells direetly* the retailer pays the 

wholesaler 50 days after receipt of goods and the whole* 
saler pays the manufacturer 10 days after shipment it 
appears that all the parties must have a great quantity of 


jBOVlng eapitsl* L«9g cor«dlt stiuidliig would ti3» 

situation and put sany "hand to ooutht" buysra Into the 
large order elaaeifioatiott* Ihe cost of dlalac'lbution la 
so hl^ that it oftcm aj^ara a better policy to suffer 
larger quantltiee of bad debt losses « but out down the 
effort spent on email custoiaera ty Induoing them to malGs 
larger purchases on credit* 

The total etupense in selling to retailers 
tanxmnte to 5^ of the selling p2>loe of the cigars. Of 
this amount the actual sales force In salary and e2p«ases 
eonsuGies leaving 3j|^ for delivery# a<t&lnlstratlon» 

collection# storage# etc* On non^excltuilve brands a whole* 
aaler often givee 3^ discount for larger quantities vite 
the usual S!( for oash (10 days or until ths xwzt call)* 

Inhere an eaeduslve agency exists for a apoolflo dlatrlet 
there is approximately 5 cor move than could be obtained 
without tite epeelal arrangement* but part of this income 
goes to advertising* free goods* and other manu^eturerfe 
funotlone* In order to bold the volume* the adeazaen of 
1 le wholesaler often have a apeolal each week which Uiey 
offer to the retailers who have bought in good quantity* 
Sinoo a ffmet many ordsra fd* cigars oome in by phone or by 
mail when the retailer runs out* the wholesaler must retain 
their good will by aasuring thna a little additl<mal benefit 
for their falthfulnees* 

The salesmen of the wholesaler eall on the 
retailers mm often aa once a week and take the order for 
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thelT* n0«ds« In donllns with hot dog stands vhez^e fsv 
cigars are sold* calls are about 5 weeks apart® Thus a 
salesman who Is assl^ied a district has to cover It In 
such a way as to concentrate on those outlets which bring 
In the most business* Thsre Is no uo|>roflt»ble account* 
for it cigars can be sold they are valuable enough to be 
serviced Tor the retailer* 

Metropolitan Boston has one large tolmoco wholes 
saler* Joseph P. Mamlng Ccmipany* which spreads its 
^4*000*000 business throughout Hew England* Cigar sales 
will approximate 20% of the total sales and the majori^ 
of their business v.Ul be in the local area* It appeaiw* 
therefore* that |2*SOO*000 or one*thlrd of the expez^ture 
for cigars in met^politan Boston is handled through their 
eosgpany* Of the 44 In their sales force* 14 cover the 
city of Boston and 15 trucks make all the deliveries within 
40 miles. They operate nine "cash and carry** wholesale 
stores seatt<»red throughout the city* which coupe te with 
the large nuo^r of small wholesalex^ who do business on 
c edit or cash in any way they cam* **cash and carry*' 
store hurts ths servlee function which they can srpply* 
but the Independent jobbers with negligible overhead will 
reduce their volxaom if they do not meet ths ccmpetitlon 
on ecKittnon ground* 

IKDigPEKDEHT RETAIL CIGAR DEALERS The great majority of 
eigslP outlets are independently owned* The corner drug 
store and the eommunity tobacco store are still powerful 
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in I3i®ir iscOd o» %3» •mtijom dletriets t^s^na^lwat a <«d.t3r« 

Thay a tjbaa wnd idAoa atHitj a$H^ th» ati»«a 

emme^ faamt*h actd ad|a«% tlwir aeticma ijn <^>p€altlfia to 
s«mmk 1 oapltat taatiaa* 

Sba aatoii oiem* h» ia a raal 

salaMBaa* ila kx»ao t^t hia ttada dopaxida on tho acoifis* 
denoe luad aatimtOetlMi of Ma pataNMsaga ov«r «hcm bo «»»«• 
elOM aoao oontvail* Sinoo tfao feanofaotarear baa ne^aotad 
tho pemmt of aaiaannnahl^ of ttto ii^aapondont aotailos^ 
in aa^ing adoerttain^ toodgota^ bo is eoaeyil,dMe^ to hooa 
sada extra aoponditnrMi no aiail* ^bcMM retaiioro vhe 
daid eBl7 in t<^iaeco prodtHttia ieapoet t^ir own ^inleiui 
80 tbat teoy bamUdto ttso sMna^aetnaMHPa* Mtiaaaon aa 

a aanaea to be ^Fhe drug atore and rMtaorant in* 

dapendenta •see not i|uite ao anftbardtatlira cm Maeeea and 
do not reXy ^ tobaeoo aa an S£ 9 Mrtant aoiiree of liMoiaa*^ 

Baeh independnat oatlet a iMPobilan far a flelaassns 

and alnoe it ia thaae retail oatleta ahieh nake the finiX 
af'la ctf tb» oigH^a ofere anat tm taiim not to aimaraga ttiair 

Xndcs^andent ttbafaetmiata are interaated in 
eontimaX pro^wi^ and do net «iah to aaffss* the pieae and 
fall# ef the ebain nnita*^ tivnaepwlesmm ^7 felloe eieatly 
tba raitbada ehleh are need by rieal eel ling glaat* the 
ehain e^<e» Their larioea are ainoat tiia amae and they faetere 
mem t^pe ef artlolee; they attopt all the laodam etdSp* 
neat ef the ^nin atore bat retain the one faetere ehieb op- 


125 


bolds •v' seeking profit Instead of toIosss. (If a 

cigar la selling for 10f(» 5 for and a amn asks 

for t«o that brand* the ohaln store salesisan suggests 
that the 3 for 3S|f price be Isiken advantage of, while 
the Independent awkea the 20fif sale* '^e chain 1ms ob« 
taixmd the volume, the independent has risked the good* 
will of his store, but imde a distinct profit. The same 
situation exists wbsn the chain stcuc'e gives matclms with 
each purclmse while the independent tobacconist is ^ad to 
give them if they are aou^t. 

The total business of a prosperoixs independent 
retail tobacconist is about $25*000 per year, of which 
$5*000 has been in cigar aalea. The overhead is mtiall and 
the owner is aale«nan, ready to take advantage of any 
profitable biminess that he can obtain. Where neighbor* 
hoods are aotlve at night tlm store will be open and, atnoe 
tobacco produo ta sell thesaelves, the independent tobacconist 
can handle the sales without any promotion, stimulation* or 
arttual effort. 

The slttmtion is quite different with the 
active independent drug store* Druggists consider it easy 
to build elgar volume but discourage it. Cigar cotmters 
are being crowded into hiddoi comers as the people know 
that ci^drs can be obtained at a drug store at a low 
price and seek them. The druggist has so many other more 
profitable thinga to sell that he pays little attention to 
ei^rs because he is not x>aid for cigar selling effort. 

Cigars merely tolng i>epple into a drug store and may 


develop habitual attendance* but to e^haalae trade of t^a 
kind la to erush the opportunity of other aelea and oause 
diminishing returns on the additional help which la i^eded» 

' Independents have sought atrei^th in unity. 

They have oomblned into ori^nlsed buying groups and market 
their own brands. Cigars are bought directly from the 
manufacturer in many cases and savings In large quniUtiee 
are made. 

The Oreater Boston Tobacco Retailers Aasocia* 
tl(m. Ino.a was formed In the Boston district to conoentemte 
their efforts In bucking the chain stores and retaining 
thslr percentages of tobacco sales. Thay have ^onsored 
political agitation for a tolmicco outlet tax and have dealt 
as a tmit with certain manufacturers and wliolesalere . ^ey 
exchange their sales schemes and discusa problems which are 
of benefit to SIl. There are about 60 active members and 
about 40 "camp followers” who (Kmipose the group. 

The metliods moployed by these independents 
may hurt a brand considerably. All will hide a given brand 
c.' talk against it if they have been treated unfairly* but 
the manufacturer still holds the power over these men by 
being able to drop the price and reduce their profit on 
some popular brand. For those local manufacturera who are 
apparently going to atteupt to sell more through the chains 
by a reduction in price, the association will feature their 
cigars in an effort to restore volume. A group of this kind 
has more power than apparently is credited to it. but. as 
oigsrettes have crushed their business with the 2 for 
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price • oigere may do ths same irissn national branda force 
diatrlbatlon throo^ euataner suction rather than through 
psreesure on outlets* 


